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Gas Merchandising 


Sheldon Coleman, president, Coleman 
Company, center, shows model of gas mo- 
tor air conditioner to utility executives 
during conference at Wichita. L-to-R: 
Howard B. Noyes, senior vice president, 
Washington Gas Light Co.; Alwin B. New- 


ton, chief design engineer, Coleman Co.; 
Mr. Coleman; Frank H. Trembly, director 


a of sales, Philadelphia Gas Works; and 
aha, John W. West, Jr., acting managing di- 
rector, American Gas Association. 
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Strides 


in Gas Air Conditioning Research 


First production in 1956 
hinges upon field tests 


e IF A FIELD TESTING PROGRAM this sum- 
mer goes as well as expected, Coleman 
Co., expects next year to market limited 
production of a practical, economical gas- 
powered, motor-driven summer air condi- 
tioner for residential use. 

Sheldon Coleman, president and general 
manager, is expected to make that an- 
nouncement during his address on progress 
in gas air conditioning at the Southern Gas 
Association convention. 

Immediately after his speech, Coleman 
Co. planned to release additional informa- 
tion on the extensive research program in 
which it has been engaged for the past 3 
years. 

“If the results of this Summer's field 
tests are as satisfactory as we expect them 
to be, we will enter into limited production 
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and more extensive field testing in 1956, 
but production will be measured in hun- 
dreds rather than thousands of units,” Mr. 
Coleman commented. “To put it another 
way, we expect to field test a limited num- 
ber of production models in 1956. Then, 
if that works satisfactorily, in 1957 there 
will be sharply increased production.” 

Many executives of leading gas utilities 
were given an introduction to the latest 
Coleman test model gas motor system at a 
conference in Wichita, April 29-30. As they 
did a year ago with an earlier experimental 
unit, utilities will assist Coleman in coming 
field test work. The company credits utility 
cooperation with a material advance in the 
date by which production units will be on 
the market. 

In addition to examination and discus- 
sion of the gas motor model, the execu- 
tives were briefed on progress in research 
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, compressor, 


on 3 other gas air conditioning cycles. 
These cycles and the independent organi- 
zations assisting Coleman Co. in research 
work on them are Arthur D. Little, Inc., 
binary jet system; Institute of Gas Tech- 
nology, open absorption system, and Texas 
College of Arts & Industries, adsorption 
system. 

Coleman Co. points out that research on 
these 3 cycles will continue regardless of 
the success achieved with the gas motor 
system. It is possible, the company said, 
that eventually it will produce more than 
one type of system for sale. 

The present test model consists of a re- 
mote condensing unit, incuding power unit, 
evaporative condenser, self- 
contained refrigerant circuit, and a liquid 
chiller of greatly advanced design. All re- 
frigerant lines are sealed into the condens- 
ing unit at the factory. Because lines be- 
tween the remote unit and the indoor 
cooling coil carry only a low-pressure 
liquid, plumbing skills are sufficient for 
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sell quality for every market 
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: Only “Mr. B’”—the Bryant Home Comfort Dealer—has all 8 of PI 
| these selling assets to build his business BIG: a 
. 1. A name customers know and want 
' ° . ' 
2. The most complete line of automatic te 
heating, air conditioning, water heating 
3. Quality equipment for every market - 
4. Exceptional distributor service 
, 5. Professional sales training e 
‘ 6. Personalized selling tools for you v 
7. National advertising featuring you n 
8. Co-op “Mr. B” ads for local papers V 
For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big “Mr. B” action : 
program, and how it can make sales and money for you! ; 
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ape Management Reviews and 


Revises Coordination with Utilities 


Reaction highly favorable as gas 


companies start new work with dealers 


REFRIGERATION BY GAS — Servel — 
has been saved as a gas utility load, if wide- 
spread executive reaction to the new utterly 
frank and realistic Servel management ap- 
proaches are any guide to the future. 

“You can take it from me,” Duncan C. 
Menzies, Servel president, emphasizes, 
“Servel is sound today.” 

In complete frankness, Mr. Menzies has 
conferred with utility executives and dis- 
tributors, from coast-to-coast, so that all 
who are concerned with refrigerators and 
gas load will be directly and fully informed 
about Servel’s past situation, the present 
and the well-based plans and expectations 
for the future. 

He revealed that, by September, the com- 
pany will not have any delinquent accounts, 
commercial loans, “or owe anyone else.” 

“It is important to know that,” Mr. Men- 
zies said, “because Servel must be sound to 
be of value to the gas industry.” 

The 1955 line of refrigerators has been 
priced substantially below the 1954 line, 
and below the competitive market “to 
create activity.” 

All levels of distribution will get “sound 
profits,” Mr. Menzies stated, but they will 
all be expected to give the new line a wider 
distribution. That this will be realized has 
been indicated by the numbers of distribu- 
tors who are now seeking franchises. 

“Only a few months ago,” he said, “we 
were losing them like flies.” 

Mr. Menzies, together with Louis Ruth- 
enburg, board chairman, and John H. Wall, 
vice president-general manager, has traveled 
more than 20,000 miles to speak directly 
with utility executives and distributors. 

In line with his frank treatment of Ser- 
vel’s situation, he has asked utility execu- 
tives to “determine if you want Servel — if 
not, forget it. 

“Servel is at bat for the last time,” he 
revealed. “It’s got to be a home run.” 

The Servel management views as essen- 
tial that the gas utilities must take the local 
leadership in creating the elements of a sale. 
This, they say, will be accomplished by 
making dealer-interest possible and then 
putting distributors and dealers to work. 

“They are a tremendous power for good,” 
Mr. Menzies stressed. 
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Duncan C. Menzies 


rhe position of the dealer was stressed, 
when Mr. Menzies reiterated that 85% of 
appliance sales come from dealers. Before 
the War, he noted, the gas utilities sold ap- 
proximately 15,000 refrigerators a year, in 
door-to-door sales efforts. Now, he places 
that figure at 3-to-4,000. 

The single weakness in selling Servels is 
that installation costs of $10-to-$18 are in- 
volved in starting the refrigerators in oper- 
ation on the customer’s premises. Mr. Men- 
zies contrasted that with pushing in a plug 
on competitive electric refrigerators. 

Utilities are being urged to consider the 
advantages to themselves in absorbing the 
installation charges, in view of the virtually- 
guaranteed long-term load characteristics 
of the refrigerator. 

Mr. Menzies quoted F. Marion Banks, 
president, Southern California Gas Co., as 
evaluating the National gas load in refriger- 
ators at $50-million, annually. 

A number of utilities have recognized the 
importance of the potential load, and its 
importance in holding the all-gas kitchen, 
during the current crusade-for-Servel, by 
accepting the fact that they should deliver, 





Louis Ruthenburg 


install, finance — “willingly and in self-in- 
terest,” Mr. Menzies reported. 

Reports of sales expectations in widely 
scattered utility areas look toward trebling 
the sales during 1955. This prediction ap- 
plies, among other cities, to Pittsburgh, 
where the distributor has given enthusiastic 
support to the new Servel viewpoint. 

Servel is launching a new and continuing 
training program, with specific features for 
individuals — in their plant, truck drivers, 
installers, distributors, dealers, and utilities. 
This training program aims at reestablish- 
ing brand loyalty and correcting some un- 
fortunate experiences of the past. 

Under a new inspection and testing pro- 
cedure at the Servel plant, Mr. Menzies 


_ has made it clear to distributors and utilities 


that the company will not ship any product 
that will not operate at its established 
efficiency. 

In order to correct some dissatisfaction 
with equipment that has been installed, the 
company is spending approximately $2- 
million to recover malfunctioners. Empha- 
sizing this point, Mr. Menzies declared, 
“Any Servel product that does not operate 
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comfort and protection of your family is the 
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... the warmth and convenience you'll enjoy 
must be experienced to be believed! 





If you plan to build a new home or improve 
your heating plant, your Authorized Empire 
Dealer has experienced engineers to help you 
without charge. 
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sa isfactorily will be brought back. We be- 
li ve that we’re going to be in business a 
lc 1g time and we’re ready to take it on the 
cl in.” 

The basic promotion and advertising 
policy of Servel will be to work locally with 
those utilities and distributors who are 
genuinely interested in the gas refrigerator. 

For National promotion, Servel has of- 
feced to appropriate $250,000 per year, for 
3 years, on the condition that American 
Gas Association will match that amount. 
There is no provision in that offer, that 
“Servel” be named “gas refrigerator” as the 
promotional subject will be adequate. 

The new advertising and sales promotion 
program for Servel will be under the direc- 
tion of Robert J. Canniff, a Servel veteran, 
who rejoined the company recently after an 
extended absence. 

Spot-reactions from utility executives 
who attended 6 regional conferences, in 
which the new Servel approach was pre- 
sented indicated to the GAS JOURNAL that 
there is a gratifying acceptance of it. 

This has been borne out by the subse- 
quent establishment of a number of local 
) programs supporting the gas refrigerator. 

Philadelphia Gas Works’ program is sum- 
ICE marized adjacent to this article. — H.H.C. 


“PWG AGAIN DISTRIBUTOR OF 
THE SILENT SERVEL" 


Under that title, Philadelphia Gas Works 
directed a colorful bulletin to the appliance 
dealers in its service area. PGW offered a 
“1955 super sales program with guaranteed 
profits.” 
This is the new PGW dealer plan of “the 
simplest, easiest way to sell refrigerators:” 
No stock problem — PGW warehouses; 
No delivery problem — PGW delivers; 
No cash outlay — PGW arranges for floor 
stock; 

No installation — PGW connects; 

No service problem — PGW guarantees, 
service, for 10 years. 

Then, the dealers are told that the re- 
frigerators can be sold on no-money-down, 
with 36-months-to-pay. Working through 
2 Philadelphia banks, PGW has arranged 
for the dealers to send all paper to the re- 
frigerator wholesale division, after which 
orders are processed promptly, with no 
recourse to the dealers on any reverts. 

A $75,000 advertising program will be 
activated by PGW and it includes provisions 
for co-op advertising by the dealers. 

Display materials, literature and other 
promotional aids will be provided by PGW. 


The bulletin highlights for the dealer- 
recipients, the 4 customer benefits in gas 
refrigerators: silence, 10-year guarantee, de- 
pendability, free service. 

Exclusive attention to the PGW refriger- 
ator campaign is centered in Ralph Butler, 
manager, refrigerator wholesale _ sales. 
James Nichol, PGW sales manager, has 
offered to send copies of the company’s 
dealer material to other utilities that are 
interested in viewing the full details. 

a 
GAS AIR CONDITIONERS will be handled by a 
separate Servel corporation, now being set 
up. Mr. Menzies told utility executives that 
they will be as dependable as absorption 
refrigerators. The equipment is being tested 
now but will not be placed in mass-produc- 
tion “until all the bugs are out of it.” While 
“it has priority because of its importance to 
the gas industry,” it will take approximately 
a year to ready it for distribution, he said. 

ca 
FORTUNE will have an extended feature 
article on Servel, Inc. in the June issue. 

oe 
GAS UTILITIES, individually and throughout 
the country, have offered to make $7%- 
millions available to Servel for use in re- 
juvenating the company. 
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C. H. Zachry, president, Southern Union Gas Co., with operations in 62 com- 
munities in Texas, New Mexico, Arizona and Colorado, with a floor display 
designed by his company for their display sales rooms. ‘‘A vigorous promotion 
of Servel gas refrigerators has been instituted by Southern Union Gas Co. for 
1955,"’ Mr. Zachry stated. ‘This reflects the company’s belief in Servel’s sound 
future and expected growth. Through the straightforward expression of Servel 
management, we are assured of utmost support in Southern Union's every effort, 
and are looking forward to impressive gains in gas refrigerator sales."’ 


Servel Meetings Cement Manufacturers-Utility- 


SOUTHERN AND SOUTHWESTERN meetings of 
utility executives, distributors and Servel 
management, in Dallas and Atlanta, de- 
veloped a widely-favorable reaction to the 
closer relationship among manufacturer- 
utility-distributor. 

Southern Union Gas Co. has. indicated 
utility-leadership in the more aggressive 
merchandising of the gas refrigerator in its 
service areas, by preparing a new floor dis- 
play which will be placed on the floors of 
their showrooms. 

“Texas Operations of United Gas Corp.” 
said J. A. Wilson, vice president, “is mov- 
ing aggressively back into the merchandis- 
ing of Servel products and the meeting in 
Dallas further vindicated our judgment in 
this respect.” 

“Lone Star Gas Co. has always supported 
Servel in its program and after the meeting 
in Dallas we are convinced that our judg- 
ment is well-founded,” D. A. Hulcy, presi- 
dent, commented. 

“The remarks by Messrs. Menzies and 
Ruthenburg were most heartening,” said 
Proctor Thomas, vice president, sales, 
Houston Natural Gas Corp. “We have great 
hopes for a bright future for Servel.” 

C. I. Wall, president, Pioneer Natural 
Gas Co., and president, Southern Gas As- 
sociation, said that he felt, “Servel manage- 
ment justifies and is receiving confidence of 
the gas industry. The Dallas meeting did 
much to further the new understanding de- 
veloping between Servel and those in the 
gas industry.” 

Mr. Menzies, Servel president, will ad- 
dress the convention of Southern Gas Asso- 
ciation, this month in New Orleans. 
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Compact Boilers—American-Standard 

Two gas-fired boilers combine compact- 
ness with quick-servicing and low-cost in- 
stallation. Both are constructed so that 
durable 20-ga. steel jackets can be assem- 
bled after water, gas and steam piping has 
been installed. 

The G-6, input capacity range of 650,000 
to 5,200,000 Btuh, is classified as an in 
dustrial or commercial boiler, suited to 
schools, apartment and office buildings. 

The G-4, input range of 180,000 to 600,- 
000 Btuh, can be used in large homes, 
churches and small industrial and commer- 
cial buildings. Flexibility of the two boilers, 
used singly or in battery, is said to elimi- 
nate fuel waste and initial expense of an 
oversized boiler. 

Both boilers have integral drafthoods 
located at rear of enclosure. Overall height 
for the G-6 is 65”, the G-4 is 474%” high. 

Cleanout cover plates provide ready ac- 
cess to flue surfaces. Removable access 
panels on jacket front make boiler sections 
readily accessible without necessity of re- 
moving entire jacket. 

Installation of the G-6 is facilitated by 
assembling sections directly on separate 
cast iron base. Burners and mixing tubes 
are placed inside base and are supported 
by a rigid spacing bar. Sections, burners 
and mixing tubes are automatically spaced 
and aligned. Valves and control piping for 
both boilers are factory-assembled. 

The G-4 is constructed with extended end 
sections which form legs. Center boiler sec- 
tions are suspended between ends and 
secured with tie-rods. 





Hundreds of pin-like projections on cen- 
ter sections of both boilers provide heating 
surfaces, the equivalent of much larger flat- 
surfaced section. 

Both are constructed of durable cast iron; 
both comply with ASME specifications and 
are AGA approved. 

Gas-fired Boilers, G-6, G-4. American 
Radiator & Standard Sanitary Corp., Pitts- 
burgh 30. 


Gas Appliances 


Refrigerator Line—Servel 

Lower retail prices and wider distribu- 
tive margins for gas refrigerators have been 
announced. 

In accordance with requests from gas 
utilities, the 1955 line has been shortened to 
a total of 6. 

The exclusive automatic ice-maker will 
continue to be the most important sales 
feature of the company’s refrigerators. 

Among the new or improved features of 
the 1955 Servel refrigerators are restyled 
cabinet interiors of ice-blue porcelain with 
gold accents, deeper shelves in the doors, 








non-breakable vegetable fresheners, and 
new-style roll-out shelves that adjust up 
and down. 

General features of the 1955 refriger- 
ators: 

Automatic ice-maker series: Model 
1159G —2-door combination freezer-re- 
frigerator with automatic ice-maker, auto- 
matic defrosting, in-a-door shelves, adjust- 
able roll-out shelves, trip-saver door handle, 
butterkeeper, 2 polystyrene vegetable fresh- 
eners, total volume 10.6, freezer capacity 
2.0, shelf area 17.1. 

Deluxe series: Model 1158G — 2-door 
combination freezer-refrigerator with auto- 
matic defrosting, 4 quick-glance gold-tone 
ice trays, in-a-door shelves, adjustable roll- 
out shelves, trip-saver door handle, butter- 
keeper, 2 polystyrene vegetable fresheners, 
total volume 10.6, freezer capacity 2.0, 
shelf area 17.1. 

Deluxe series: Model 865G — Horizon- 
tal freezer compartment, automatic push- 
button defrosting, in-a-door shelves, 3 
quick-release ice trays, adjustable roll-out 
shelf, quick-cold shelf, butterkeeper, 2 
polystyrene vegetable fresheners, trip-saver 
door handle, total volume 8.4, freezer ca- 
pacity 0.9, shelf area 14.7. 

Deluxe series: Model 855G — Horizon- 
tal freezer compartment, in-a-door shelves, 
3 tilt-out ice trays, quick-cold shelf, adjust- 
able lock-in shelves, polystryene vegetable 
freshener, total volume 8.3, freezer capac- 
ity 0.9, shelf area 14.5. 





Space-wonder series: Model 854G 
Box-type evaporator, 2 tilt-out ice tra\s, 
meat storage bin, polystryene vegetabie 
freshener, total volume 8.2, freezer capa 
ity 0.7, shelf area 13.8. 

Space-wonder series: Model 654G 
Box-type evaporator, 2 tilt-out ice trays, 
meat tray, total volume 6.1, freezer capac- 
ity 0.5, shelf area 12.3. 





Furnace — Roberts-Gordon 


The production of a gas-fired hi-boy fur- 
nace for the builders’ market has been an- 
nounced. 

Compactly designed, this furnace is 53” 
high and 20” square. It has an 84,000 
Btu/hr input and 67,200 Btu/hr output; 
It is completely factory wired and assem- 
bled, with an exclusive air-foil combustion 
chamber design and multi-boiler tube heat 





exchanger to provide greater heating sur- 
face than any conventional heat exchanger. 
The furnace is equipped with factory-built 
filter rack and return air boot, glass fiber 
foil-faced insulation, and front service panel 
door. Its solid base eliminates necessity for 
grouting. 

It is furnished with combination fan and 
limit switch, soft-seat solenoid valve, and 
round thermostat. The manufacturer states 
it is competitively priced for the builders’ 
market. AGA approved. 

Gordon-Aire Hi-Boy, Model GH85B. 
Roberts-Gordon Corp., Buffalo. 


New Low-Priced Dryer—Hamilton 


A low-priced automatic gas clothes dryer 
have been added to the company’s home 
laundry line. 

A table top work surface differentiates 
this promotional dryer from other dryer 
models. The new units feature a full size 
zinc-coated steel drum, capable of a 9-lb 
clothes load, and a 130-min. timer. A 
double-pass lint control is conveniently lo- 
cated in the front and a 5-min. heat eco- 
nomizer uses stored heat and cools clothes 
for easier handling. The company’s 
patented “carrier current” air circulation 
system is used throughout the line. 

Low-Priced Dryer, Model 152G. Hamil- 
ton Manufacturing Co., Two Rivers, Wis 
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JOHN WOOD gives you more to build sales— 








JOHN WOOD Automatic GAS water heaters | 


COST C45 TO OPERATI 
AND VOU GAN PROVE IT ! 





It’s SAVINGS that make sales 


It’s here—ready to work for you! JOHN WOOD 
has a water heater story that’s a natural for sales! 
BY ACTUAL TEST, John Wood Water Heaters 
cost your customers less per gallon for hot water 
...make savings no other construction can 
match! That’s because the OFF-CENTER flue 
construction—developed and featured by JOHN 
WOOD-—beats every known water heater con- 
struction for economy in test after test. 

That one fact gives you a real edge on all 
your competitors. Nobody has an economy story 
like yours when you feature JOHN WOOD. 
Nobody has the profit chances you get with the 
proved JOHN WOOD economy story! 

Here’s potent sales material—backed up by 
the hardest hitting program of promotion and 
advertising yet—all working for you and your 
bigger profits. 

Ask your JOHN WOOD representative for 
the full story. 

Write for FREE Book “How Do You Judge 
a Water Heater’ —Today! 


BEATS the rest 
by EVERY test 


— > A PRICE FOR EVERY BUDGET 


Finect glase-lined 


or galvanized 


water heater anywhere ! 


—> COMPLETE LINE of sizes and styles, vertical and table top models 
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CONSTRUCTION 
Continued from page 51 

sas, the increased cost of electricty will not 

eplace gas for heating and cooking 

yurposes. 

All-year air conditioning has increased 
yver 1954 in Oklahoma, and the trend is 
gradually moving forward to include houses 
costing $14,000 and up. Approximately 5% 
of the speculative houses with 1,500 square 
feet have winter and summer air condition- 
ing; 742% of the houses 1,500-to-2,000 
square feet; and 10% of the houses 2,000 
square feet and up. Custom-built houses 
will be about 10%, 15% and 20% air con- 
ditioned for the same footages. 


ARKANSAS 


by James J. Orsini, Little Rock. 

Probably the most unusual feature is in 
the actual design of residences. More and 
more are being built in the contemporary 
style of architecture. In conjunction with 
the designing of new residences and also 
other buildings, the installation of all-year 
air conditioning is probably the most out- 
standing feature of construction activity. 

From conversations with architects, de 
signers and contractors, the usage of gas 
has continued to increase due to its very 
low cost of operation. Also, the manufac- 
ture of the most modern types of gas equip- 
ment and appliances has been one of the 
main factors in this trend. 

According to W. F. Hibbard, vice presi- 
dent, Arkansas Designers’ Council, the in- 
stallation of all-year air conditioning has 
probably doubled percentage-wise in the 
past year. He also stated the rate of in- 
crease will probably continue in 1955. 


SOUTH CAROLINA 
by Sam L. Roach, Columbia. 

Like most everywhere else, South Caro- 
lina continues to break records in all types 
of construction; and every indication is that 
it will continue. 

The large amount of school construction 
no longer seems to be unusual, but South 
Carolina does seem to be getting more than 
its share of new and expanded textile and 
industrial plants. 

With natural gas lines coming into more 
and more areas of the State, an increasingly, 
larger number of people are using it. 

Most of the better class of residences that 
don’t install air conditioning when the 
house is built, plan so it can be added later 


LOUISIANA 
by Matt J. Farley, New Orleans. 

Louisiana started off 1955 with a rush. 
The first quarter was 54% ahead of the 
first quarter last year, and the strength was 
shown both in residential and nonresiden- 
tial. Public works and utilities were up 32% 

To me the most striking thing about con- 
struction in Louisiana in the past few 
months has been the well-balanced high rate 
of activity that is visible from the streets 
and from our reports, in housing, schools. 
college buildings and in churches. 

The use of gas is still increasing. For the 
future I feel that it certainly will not 
decrease. 
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[here is more and more air condition- 
ing, reaching increasingly into the smaller 
homes 


NORTH CAROLINA 


by J. G. Bullock, Greensboro. 

My state ran far ahead of the rest of the 
Southern Gas Association area, with a re- 
sounding 77% increase for the first quarter, 
over the first quarter last year, with strong 
gains not only in residential and nonresi- 
dential, but also in public works and utili- 
ties, Which had a 63% gain. 

I have reason to believe that gains in air 
conditioning matched those shown in other 
States, especially in the lowland area from 
mid-state eastward to the Atlantic. 


VIRGINIA 
by Thomas S. Phoebus, Richmond. 

The chief nonresidential increase is in 
more costly commercial projects. There are 
fewer large housing projects, but far more 
Owner occupancy homes being erected. 
mostly in the medium cost group of $15,009 
to $25,000. 

Virginia seems assured of ample supply 
of natural gas for the foreseeable future, 
and a great percentage of lower-cost homes 
are installing gas heat. Industrial installa- 
tions have also increased sharply in the 
past 2 years. 

Air conditioning is slowly making head- 
way in the medium-price residence. Air 
conditioning is almost universally installed 
in new commercial buildings. 


KENTUCKY 
by Denton C. Norris, Cincinnati. 

I regret to say that while Kentucky 
shared strongly in the general high rate of 
housing activity, our other construction 
categories let us down and the Dodge total 
for the first quarter was down 6% from last 
year’s first quarter. However, industrial ex- 
pansion in my state has been so great over 
past years that a seemingly unfavorable 
comparison at least is not surprising. 

Air conditioning is not so urgent as it is 
in the more extremely southern states of the 
Southern Gas Association area and is more 
laggard in reaching into the lower priced 
homes. But, it is well on its way. 


TEXAS 
by A. W. Kitchens, Dallas. 

To me, the most striking feature of con- 
struction in Texas just now is the enor- 
mous amount of speculative building in the 
better class $15,000-and-up residences in 
the Dallas and Houston areas. These 
houses of course are the kind and in the 
price bracket where air conditioning is most 
in demand. 

Texas has reached the point where com- 
mercial buildings are almost 100% air con- 
ditioned. which is natural in view of the 
fact that we have such enormous gas sup- 
plies right at hand. The western dust storms 
that have reached beyond the Dallas-Fort 
Worth areas have boosted the desire for 
air conditioning. 

Gas use is still increasing and in the 
future I think that we will not see any 
change in the trend. 


NEW APPLIANCES 
Continued from page 58 
Vented Gas Circulators—Coleman 

Seven redesigned and restyled gas cir- 
culators are in the 1955 line of vented 
space heaters announced by the company. 

Available in both visible and nonvisible 
flame models, all new units are insulated 
with foil-faced glass fiber. 

An enlarged one-piece top grille, seam- 
welded heat exchanger of heavy gauge steel, 
and corrugated heat converter are combined 
with this manufacturer’s traditional airflow 
cabinet design. 

A new sawed slot cast-iron burner car- 
ries a lifetime guarantee. 

The heaters are equipped with built-in 





diverters 


draft and pressure regulators. 
100% safety pilot is standard on propane 
units, optional on units for natural, mixed 
or manufactured gases. 

A 3-speed blower is an accessory, at- 
tached to the back of the heater. It directs 
a stream of air across the column of heat 
rising through the top grille. 

Open grille front models in 30,000, 40,- 
000 and 55,000 Btu sizes are finished in 
deep-tone, shadowed mahogany, baked 
enamel. Models with visible flame Pyrex 
glass fronts are available in a choice of 
shadowed mahogany or a lighter 2-tone 
finish. Input ratings of visible flame models 
are 30,000, 40,000, 55,000 and 70,000 Btu. 

All models are 30” high, 16” deep; width 
varies from 20”-to-30%”. 

Vented Gas Circulators. The Coleman 
Co., Wichita, Kan. 


Unit Heaters—Wing 

A completely new line of gas-fired utility 
unit heaters with horizontal discharge has 
been announced by this manufacturer. Two 
designs of unit heaters and a new duct-type 
heater are included. 

Exterior casings are in modern, stream- 
lined design with rounded contours and 
gray, baked enamel finish. The combustion 
chambers and heat exchangers are built of 
16-ga. aluminized steel, welded into a one- 
piece, gas-tight assemblies. They have built- 
in draft diverters. Four-bladed aluminum 
propellor-type fans provide air delivery at 
a low noise level. Burners are heavy-wall 
cast iron with accurately drilled ports. Auto- 
matic safety controls are provided. The 
heaters range in size from 50,000 to 230,000 
Btu/hr input. 

Unit Heaters. L. J. Wing Mfg. Co., Lin- 
den. N. J. 
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HALL HEADS UTILITY DEPARTMENT 
FORMED BY COLEMAN CO. 


A utility operations department within 
the sales division has been established by 
Coleman Co. 

“Through the establishment of a utility 
operations depart 
ment we expect to 
render greater serv- 
ice to all segments 
of the gas industry 
in keeping with the 
principles outlined 
in the Gas Action 
program of the 
American Gas As- 
sociation-Gas Ap- 
pliance Manufac 
turers Associa- 
tion,” said Sheldon 
Coleman, president and general manager 

The new department, headed by Clifford 
E. Hall, will direct and coordinate sales, 
educational and promotional activities to 
gas utilities. Before joining Coleman Co., 
Mr. Hall was director of promotion fo: 
AGA. 





Clifford E. Hall 





L. T. Ash Robert H. Lowe 


Robert H. Lowe and L. T. Ash are asso- 
ciated with Mr. Hall in the operation of 
the new department. Mr. Lowe joined Cole- 
man from the Pittsburgh group companies 
of Columbia Gas System. Mr. Ash has 
been the manager of the Coleman Phila- 
delphia branch. 


... intensifies dealer training 

The most intensive year of dealer train- 
ing ever undertaken by Coleman Co., is 
now underway at the Coleman Institute, 
aimed at building an expert dealer force. 

Sheldon Coleman, president, says, “The 
program has been so successful that it 
will be continued indefinitely as a per- 
manent part of our relationship with deal- 
ers. It’s the only feasible way of keeping 
abreast with the rapid technical advance- 
ment in the heating and air conditioning 
business.” 

The first weekly school was held in 
March for dealers from Florida, Lousiana 
and Texas. The last school will be held 
in June for dealers from Pennsylvania. 
Dealers from all 48 states and District of 
Columbia will attend sessions this year. 

Dealers at earlier schools have been from 
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warmer states, and air conditioning has 
been emphasized. Dealers from the north 
have the option of specializing in heating 
or air conditioning. 

Instruction is being given this year in 
enlarged and reequipped laboratories and 
shops. 

Full cost of the program is borne by 
Coleman Co. and its distributors. Distribu- 
tors select dealers who attend. 

The dealer training program at the fac- 
tory follows a series of 2-week air condi- 
tioning schools for distributors’ application 
engineers. These engineers are being 
equipped with films, charts and other train- 
ing aids for additional dealer training in 
their territories. 

Coleman company also is carrying deal- 
er education program to the field. Company 
sales engineers are holding classes in all 
65 distributors’ territories. 


GREAT POTENTIALS SEEN FOR 
WATER HEATERS AND DRYERS 


Sales of automatic gas water heaters dur- 
ing 1955 could reach a level of 2.85-mil- 
lion units, potential sales of 16.5-million 
units are indicated in the 5 years ending in 
1959, according to studies by American 
Gas Association. 

If automatic gas water heaters maintain 
only the present degree of consumer ac- 
ceptance, and business conditions remain 
unchanged, sales during 1955 should aggre- 
gate 2.35-million units, and a total of 12.8- 
million units will be sold during the 1955- 
1959 period. 

Total sales of automatic gas clothes 
dryers during 1955 are estimated at 300,- 
000 units, with maximum sales promotion 
effort and product design. Gas incinerator 
sales could total 140,000 units. For the 
1955-1959 period sales of automatic gas 
clothes dryers are estimated at 2.2-million 
units; gas incinerators at 1.2-million units. 

Sales of gas clothes dryers and gas in- 
cinerators during 1955 should amount to 
250,000 and 110,000 units, respectively. 
Corresponding totals for the 5-year period 
would be 1.65-million dryers and 700,000 
incinerators, at present promotional and 
economic levels. 


VAUGHAN REELECTED BY NGAA 


4. L. Vaughan, superintendent, North- 
ern Natural Gas Co. compressor stations, 
has been reelected to the board of directors 
of the Natural Gasoline Association of 
America for a term of three years. 


RUDD APPOINTS GEORGIA SALES REP 


Odell Glass has been named by Ruud 
Manufacturing Co. as its sales representa- 
tive for the state of Georgia. Mr. Glass 
will call on gas utilities, LP gas distribu- 
tors, and heating men throughout the state. 
He has been associated with the water 
heater industry for 9 years in Georgia, and 
will headquarter at 1277 Hardee S., N.E.. 
Atlanta 


REVISED APPLIANCE STANDARDS 
ADOPTED BY AGA 


Revisions and additions to 14 current 
American Standards for gas appliances and 
accessories have been adopted by Ameri- 
can Gas Association’s approval require- 
ments committee. They become effective 
January 1, 1956, and apply to domestic gas 
appliances, domestic appliances pressure 
regulators and metal connectors for gas 
appliances. They will be submitted to 
American Standards Association for their 
approval. 

The new requirements were developed 
to keep the industry’s appliance and acces- 
sory standards in line with technical ad- 
vancements, construction trends, and in- 
stallation practices. The standards were re- 
cently distributed to gas appliance designers 
and equipment manufacturers. 

All appliances received by AGA labora- 
tories following the effective date will have 
the new standards applied during approval 
tests. Manufacturers desiring to have units 
tested under these standards prior to the 
effective date may request that. 


NORGE PAYS $1-MILLION BONUS 
TO 9,000 APPLIANCE DEALERS 


Nearly $1,000,000, the first installment 
of a profit-sharing fund was paid in April 
to more than 9,000 appliance dealers by 
Norge, subsidiary of Borg-Warner Corp. 

The payment represents funds accumu- 
lated for dealers on their Norge pur- 
chases since January 1. 

Norge saves 2% of the cost of each 
appliance in a special account for each 
dealer. This bonus applies on all dealer 
purchases, over-and-above regular quantity 
discounts. 

Retailers receive individual checks from 
the company’s 82 distributors. Banking of 
profit-sharing funds for Norge dealers will 
continue, and another payment will be 
made in July for the Aprill-June 30 
period. 


SURVEY REVEALS KITCHEN 
MODERNIZATION SPURRED 


Utility companies representing 75% of 
the Nation’s gas meters currently have 280 
New Freedom gas kitchen and laundry dis- 
plays on their sales floors. 

The trend toward expanded kitchen and 
laundry programs by gas companies was 
emphasized in a survey made recently by 
New Freedom Kitchen & Laundry Bureau 
of American Gas Association. 

Kitchen planning services are being of- 
fered on the sales floors of 42% of the com- 
panies. Sixty-seven % of the companies are 
cooperating with cabinet dealers in offering 
customers a kitchen planning service, while 
65% work with cabinet manufacturers in 
selling the builder field. At the same time, 
60% of the companies exchange kitchen 
and appliance sales leads with dealers. 


ROBERTSHAW RENAMES DIVISION 


American Thermometer division, Robert- 
shaw-Fulton Controls Co., producer of 
automatic control devices, has been re- 
designated the American Controls division. 
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* | New RUUD ALCOA’ ALLOY Automatic Gas Water Heater 


e | 
) e Priced comparably to lined-steel-tank types. | 


¢ Has solid Alcoa aluminum alloy tank. 
¢ Can’t cause discolored rusty-red water. 

















; Here’s the water heater your customers have always Two temperatures simultaneously! Optional Ruud duo- 
z wanted—at a price they never expected to find. Its solid temp feature delivers two hot water temperatures from 
| aluminum alloy tank will never produce red-rust. Yet the same tank at the same time: FExtra-hot water for 
j this quality unit sells in the same moderate price range automatic washers; 125° tempered-hot water for other 
" as ordinary water heaters with lined-steel tanks! household uses. 
y The new Ruud Alcoa Alloy Gas Water ®) Aluminum Co. of America 
1 Heater outlasts and outperforms any other — 
water heater at or near its price. Safely stores [ 7 
} water at 180°. Six Laundry-Rated models 7 RUUD MANUFACTURING COMPANY 
- to keep up with any automatic washer made. | Dept. K-1, 2025 Factory St., Kalamazoo 24F, Mich. l 
' ont pee ys gaa ee See Se | ] Have a Ruud man call on me. 
; ; ] Mail further information on new 
’ ee RUUD ALCOA ALLOY Gas Water Heaters | 
; The Saturday Evening | | 
POST NAME rirTLeE 
MAIL THIS COUPON TODAY! re ae 
| STREET | 
RUUD MANUFACTURING COMPANY cir ZONE____STATE 
Kalamazoo, Michigan + Toronto, Ontario ee ll 
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COLEMAN 
Continued from page 53 
installation. A refrigeration mechanic is 
not needed to do the work. 

Indoor equipment would be essentially 
the same as in the present Coleman Blend- 
Air electric systems. The only difference 
would be in the cooling coils, which would 
be replaced with coils adapted to circu- 
lating the chilled liquid instead of a refrig- 
erant. 

The coil used would be, optionally, an 
inverted-V type unit fitted in the furnace 
plenum and using the furnace blower or an 
independent vertical cooler with its own 
blower. A combination of the 2 would best 
suit many installations. 

Included in the currently-available infor- 
mation that Mr. Coleman plans to discuss 
at the SGA convention in New Orleans 
were these highlights of the gas-energized 
system: 

1. The evaporative condenser would 
operate on the wet-bulb temperature of the 
air—which rarely, if ever, rises above 80F, 
regardless of dry-bulb temperature. This 
unit is frequently 50-to-60% more efficient 
than an air-cooled condenser of the dry- 
bulb type. 

2. The direct-drive starter would run on 
115-volt a.c. It would simply be plugged 
into an ordinary household convenience 
outlet. 

3. Initial installed-cost probably would 
be slightly above the cost of an electrical 
system of similar capacity—but extremely 
low operating cost would more than com- 
pensate for this. Average operating cost 
would be only about % of the operating 
cost of an electrical unit. 

4. Noise is no problem. The unit’s en- 
closure is acoustically treated. The noise- 
level compares favorably with present elec- 
tric air-conditioning equipment. 

5. No special equipment or skills are 
required to service the power unit. 

6. The compressor is coupled directly 
to the engine shaft. No belts or pulleys are 
used. 

7. The goal in motor life—which is be- 
lieved to have been reached—is a unit that 
will run for 10,000 hours without major 
overhauling. This is equal to 5 full cooling 
seasons in Houston or New Orleans—and 
considerably more than 5 seasons in re- 
gions farther north. 

8. In regard to servicing, Coleman ex- 
pects to eliminate all necessity for service 
during a cooling season up to 2,000 hours 
long. Spark plug life has already been ex- 
tended to 2,500 hours or more, and distri- 
butor point life is up to approximately 
2,200 hours. The unit incorporates a large 
reservoir for lubricating oil; fill the tank 
once and it will not require any more oil 
for an entire season. 

Work on the gas motor system is being 
done by an inter-company team. In addi- 
tion to Coleman, the team consists of D. W 
Onan & Sons, power plant manufacturers 
Minneapolis-Honeywell, control manufac- 
turers, and the Copeland Refrigeration Co., 
manufacturers of the compressor used. 

Management objectives set by Coleman 
Co., to guide its engineers in research are: 

1. That the original cost installed 
should be competitive. 
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2. That the operating cost should be 


competitive. 

3. That service requirements should be 
competitive. 

Mr. Coleman’s explanation of the reason 
for his company’s research program is that 
the “search for a practical, economical sys- 
tem of gas-powered summer air condition- 
ing for the home, stems from the spectacu- 
lar sale of electric air conditioning equip- 
ment, which has built a summer peak load 
condition on the electric utility lines as un- 
satisfactory to them as the winter heating 
peak load is to the gas utilities. 

“Neither of these major industries wishes 
to continue indefinitely with its respective 
troublesome load peak. The electric indus- 
try needs an additional winter heating load 
and the gas industry needs the additional 
summer load that gas air conditioning 
would provide. 

“The electrical industry is mobilizing all 
the power at its command to take on the 
year-round climate control market through 
the medium of the electric-powered heat 
pump and electric resistance heating. As 
this project gains momentum, the gas heat- 
ing load is being placed in increasing 
jeopardy. 

“In view of this situation, a system of 
gas-energized air conditioning to augment 
the gas heating load is urgently needed 
to protect the gas industry’s favorable posi- 
tion in the residential heating market and 
to provide a more profitable year-round 
operation for gas utilities.” 

Mr. Coleman explained that his com- 
pany’s research has been painstaking and 
thorough because it is determined not to 
put any unit on the market until it is cer- 
tain the equipment will give fully staisfac- 
tory service. To do any less, he said, 
would be to run the risk of “giving both 
the Coleman Co. and the gas industry a 
black eye—and we will not take a chance 
of doing that.” 





TIMKEN-SILENT AUTOMATIC 
PURCHASED BY SCAIFE CO. 


The Scaife Co., Pittsburgh, oldest manu- 
facturing firm west of the Alleghenies, has 
moved into the consumer product field with 
the purchase of Timken-Silent Automatic 
division of Rockwell Spring and Axle Co., 
manufacturer of domestic central heating 
equipment. It has 900 distributors,and deal- 
ers in the United States and Canada. 

The Scaife Company, founded in 1802 
by Jeffery Scaife, is still owned by the 
Scaife family, with Alan Scaife, the fifth 
generation of the family, board chairman. 
It is primarily a metal fabricator of pres- 
sure vessels for gases and liquids and has 
a modern manufacturing plant located at 
Oakmont, near Pittsburgh. 

Plans for Timken-Silent Automatic call 
for an accelerated program of product en- 
gineering, research and improvement; a 
strengthening of merchandising and pro- 
motional effort, and an expansion and 
modernization of production facilities. 

T. A. Crawford will join Scaife Co. us 
vice-president, sales, heating division. Mr. 
Crawford was associated for many years 
with Timken-Silent Automatic. 


MEN at Work 


JACK A. BELANGER is now assistant mana- 
ger, commercial sales, Detroit-Michigan 
Stove Co. 

RICHARD F. BLANKENSHIP has been pro- 
moted to plant manager, St. Louis division, 
Magic Chef, Inc. 

WILLIAM T. BRENT has been appointed 
sales representative, Temco, Inc. 

WILLIAM Cox is now regional sales mana- 
ger, Hamilton Manufacturing Co. 

JAMES A. CRIMMINS is new northern di- 
vision sales manager, Magic Chef, Inc. 

Louis D. EasTMEaD has been appointed 
southeastern division sales manager, Magic 
Chef, Inc. 

RUSSELL JARRETT is now western regional 
manager, Magic Chef, Inc. 

J. ARTHUR JENKISSON has been appointed 
sales manager, special appliance division, 
Geo. D. Roper Corp. 

C. E. LONGENECKER, JR., is now Detroit 
division sales representative, Caloric Ap- 
pliance Corp. 

HARLAND MANTHEY has been named re- 
gional representative, Hamilton Manufac- 
turing Co. 

DonaLD H. MarkKEL has been named 
quality control manager, RCA Estate Ap- 
pliances. 
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Head chef, James Welsh, says: 
“For versatile performance, 
the Garland range and gas 
combination are unexcelled!’’ 


TWO 
GREAT 
NAMES 


Equipped with 


GARLAND 


THE GREATEST NAME IN COMMERCIAL COOKING 





Garland leads in sales and performance! Consider these important 
facts, and you'll see why Garland commercial cooking equipment is 
first in sales! Garland is durable and quality-built to give a lifetime of 
efficient service. Garland is designed to stay in style for years to come. 
And only Garland gives such speedy, perfect results . . . and top per- 
formance. These are but a few of the dozens of reasons why Garland 
is used in more leading restaurants, hotels, clubs, schools and insti- 
tutions than any other make. Phone, wire or write for full details! 




















The battery formation illustrated 
includes: Spectro-Heat Hot Top; 
Open Top; Unitherm Fry Top; Deep 
Fat Fryer; and Side Fired Broiler. 
Units available in standard black- 
Japan or Stainless Steel finishes. 
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Heavy Duty Ranges e Restaurant Ranges e Broiler-Roasters 
Deep Fat Fryers @ Broiler-Griddles e Roasting Ovens e Griddles PRODUCTS 
Counter Griddles e Dinette Ranges LAST LSE 


Every Sale a 
Dealer Sale 


PRODUCTS OF DETROIT-MICHIGAN STOVE CO., DETROIT 31, MICHIGAN 
IN CANADA: GARLAND-BLODGETT LTD,—1272 Castlefield Ave., Toronto 
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The Sprague 55 Catalog... just 
off the press. Modern and complete with 
the full line of Sprague Meters and Ac- 
cessories and a wealth of meter informa- 
tion. Compiled and produced that we 
may better serve the Gas industry. 


DAVENPORT, IOWA HOUSTON, TEXAS LOS ANGELES, CALIF. 





THE METER COMPANY 


SAN FRANCISCO, CALIF. 
BRIDGEPORT, CONN. 











